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Tobacco Company Mark Young 
New York Metro 


May 18, 1998 


To: Dave Wilmesher 
Subject: Observations / Recommendations (your letter of 5/15/98) 
Dear Dave, 


After taking the time to read the above letter from last week, we’ve listed our current 
status on the topics as well as where we plan to be in the near future: 


1. “Selection of Candidates for Promotions”: I personally feel that every RSM should 


fully understand that personnel development is our #1 accountability. In reviewing 
our employee rankings / evaluations for 1997, it’s apparent that the Managers 
throughout the region have handled the lower performers. At the same time I'm very 
pleased with the new candidates coming into the region as Sales Representatives. 
We've recently attracted a strong group of diversified employees from the local 
colleges that truly have the potential to progress within the organization. 


I have personally been involved with the selection process of new employees and will 
continue to evaluate the current pool entry level managers to ensure that we have a 
strong “Bench” of strong performers ready to fill future positions. 


2. “Product Availability”: We as a region probability understand the importance of 
having the product in-stock and available to the consumer .... as well as any region in 
the country. At the same time, we have to work harder than most due to the high 
percentage of independent calls and our low share of market, just to reach 
acceptable levels. 


Beginning with the NoBull introduction of the 5 priority Box brand styles and three 
months later with the 4 new Salem Box styles, we have set extremely high product 
availability stretch goals for all employees in the region. Each employee is 
personally held accountable for their assignment goals and constantly updated on 
their progress. As we begin the process of selling our new “Bundling” Contracts, 
the product availability requirement will be the primary qualifier for the monthly 
payment and we will hold each individual retail account to this requirement! 


3. “Getting all we can out of Low Volume / Targeting Call Count”: As you have seen 


over the past two years, we will continue keep call penetration as a top priority. 
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4. “Orders on hand offered in the last two price increases”: We have discussed this 


with all the Am’s and Kam’s and they will definitely use this as leverage with the 
direct accounts when discussing business with their next calls. 


5. “Turn Key Programs”: We've learned a lot with our independents with the most 
recent DSD with the NO BULL 5 materials. Overall, the retailers did a fairly good 
Job of placing the materials sent, however the results would have been much better if 
the Sales / Territory and Retail Representatives had done their job of informing the 
retailers in advance. From this point on, we will let the retailers know exactly 
what is coming, when it is coming, and what is expected of them in terms of 
placement. 


As far as chain specific Turn Key Programs, good results have been noted in Quick 
Chek (chain produced & placed pricing POS), Amarada Hess (pricing POS) and 
Duane Reade Drugs (pricing POS). We will continue to require more from our 
chain partners in the future and will keep you updated on our progress. 


6. “Folder Program at Retail”: The folder program has already been fully implemented 
in the Nassau, North Jersey and Jersey City Divisions. All reports indicate that it is 
working extremely well, The program was outlined in detail to the other 4 divisions 
in the region (as best practice presentation by the 3 divisions currently working the 
folder program). These 4 divisions (Manhattan, Queens, Brooklyn, Yonkers) will 
begin the program with the new contract signing starting this week, 


Dave, I hope this update give you some idea of the direction NYM is going and we will 
continue to keep you updated. 


Sincerely, 


Mark Young 
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